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A full set of Champions 
is a Christmas gift that 
every motorist will 
appreciate. 


Sell Champions 


for Christmas 


Automotive merchants 
who cooperated in the 


that it is an excellent idea 
to install spark plugs by 





Christmas selling of equip- 
ment last year were par- 
ticularly successful with 
Champion Spark Plugs. 


They found that motorists 
readily responded to their 
invitation to give sets of 
Champions as Christmas 
presents. 


Many more people this 
year have been convinced 


the full set at regular 
intervals. 


A little urging will lead 
many people to care for 
their friends by buying 
Champions. 


Champion Christmas ma- 
terial is now available. 
Ask your jobber salesman 
or write direct to the 
factory. 


Champion Spark Plug Co. Toledo, Ohio 


Champion Spark Plug Company of Canada, Ltd. Windsor, Ont. 


we CHAMPION 


a Dependable for Every Engine 
Oakland 
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The Auto Wreckin 
Crane Was Originated 
by Robert E. —. 


in 1917 
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The Mewsiods Crane 
was the first auto- 
mobile wrecking 
crane to be manu- 
feXaattacemeteleMelicaaste| 
to dealers and garage 
nelseMelangellmueltieleae 


Watch for Manley 
Cranes on the road. 
You will notice that 
“The Manleys” pre- 
dominate where- 
ever you go. 


The tremendous 
number of satisfied 
users is the best ar- 
gument in favor of 
the Manley Crane. 


MECHANICALLY CORRECT 
NOTE THESE MANLEY FEATURES 


SWIVEL NOSE which permits direct pull from any angle. 


TILTING BEAM (originated by Manley) permits adjustment of 
height and overhang to suit various conditions. 


DOUBLE HANDLES can be operated from either side: of car. 


SIX LEVERAGES AND SPEEDS so that crane can be operated 
easily on different loads. 


CHAIN OR CABLE furnished at your option, but we recommend 
the chain. 


SELF CONTAINED SADDLE (originated by Manley) distributes 
weight properly on chassis, yet base occupies minimum amount 
of space. 


ONLY TWO GEARS. The use of high ratio gearing employing 
only two gears, eliminates unnecessary friction which results from 
compounding the gearing. 


EXCESS STRENGTH. Like all Manley equipment, the cranes are 
built with strength away beyond their rated capacity. 
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‘Manley Jobbers Everywhere Con Supply You. 


MANLEY MFG. CO., YORK, PA. 
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Why not have your name 
BUICK MOTOR COMPANY, FLINT, MICH. 
All Pri 


of Valve- 


in every nook and corner of 


Mechanical merit, beauty, 
the forty-eight states. 


driving ease, safety, Buick 
Authorized Service—all these 
reasons for buying contrib- 
ute their yearly quota of 
Buick sales. 

In addition to these, as a good- 
will asset for Buick dealers, 
is the high regard for the 
Buick name held by people 








WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 
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Will next March again find you 


Is next March going to be another repetition of all 
the past years since the Income Tax was started? 
Will you again spend days and nights digging fran- 
tically into incomplete records for the figures the 
Government demands? 


Or, will you merely copy proved figures from records 
that have been your guide to bigger profits during 
the entire year? 


The figures which the government demands once a 
year are the very figures that you need every day to 
make your business most profitable. 


Thousands of garages have found that the 
Burroughs Simplified Accounting Plan not only fur- 
nishes this daily profit-building information, but 
makes it possible to get an accurate Income Tax 
report in a very few minutes. 


Start 1925 right—end your bookkeeping worries— 
increase your profits. Let your local Burroughs man 
tell you more about the Simplified Accounting Plan. 


If you are located in one of the more than 200 
cities where Burroughs offices are located, call 
him on the telephone. Your banker or your tele- 
Phone directory will give you the address of our 
nearest office, or if you prefer, mail the coupon. 
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scrambling for your Income Tax figures? 


Income Tax Report 
In Less Than an Hour! 


“Our Federal Income Tax merely means the 
formality of listing proven balances. This 
takes about fifteen minutes of our time and we 
plan to do it this year on the same day we 
close our year’s business, December 31st.” 

C. E. Vail, 

Mansfield, Ohio, 

Jordan and Nash dealer 


Accurate Records Every Day 


“It would be impossible for us to run our bus- 
iness with any degree of satisfaction without 
the Burroughs machine and the Burroughs 
Simplified Accounting Plan. Our machine is 
handling and controlling our daily bookkeep- 
ing, both individual and general work, in from 
one to one and a half hours where formerly it 
took from twelve to eighteen hours.” 


C. R. Shaw Auto Company, 
Quincy, Florida 


Supplies Profit- Building Facts 


‘‘We can take off a financial statement, also a 
statement of sales, gross profits, itemized and 
total expenses on any day in fifteen minutes. 
We also carry a perpetual inventory of our 
main groups of merchandise.” 
Joliet Buick Company 
Joliet, Illinois 


Right now you have an opportunity to 
save money and oe business on the 
road to greater profit. Don’t put it off. 


Sign this Coupon Now 





Burroughs Adding Machine Co, 
6131 Second Boulevard 
Detroit. Michigan 
Gentlemen: 
Without assuming any obligation, I 
would like more detailed information 
about the Burroughs Simplified Account- 
ing Plan. 


Name 
Address 


Business 
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re Buyer 
and Seller 
Agree! 







‘Long before I entered the 
Garage business I believed 
the Goodrich Tire at least 
the equal of any on the 
market. Since selling tires 
I maintain that Goodrich 
is without an equal and I 
believe the public thinks 
as I do. 

When I stocked Good- 
rich I thought it wise to add 
a few of another standard 
make thinking they might 
be preferred. I offered my 
customers their choice and 
without exception they 


chose Goodrich.” 


RHODE ISLAND GARAGE 
Buffalo, N. Y. 




































Build with Goodrich 
for Permanency 





THE B. F..GOODRICH RUBBER CO. 
Akron, Ohio 
ESTABLISHED 1870 


Goodrich 
TIRES tviesctsyAoe 
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¢¢QNATISFACTORY performance is 

of more importance to my 
customers than price, and for this 
reason, I am pleased to state that 
I have used Multibestos for the 
past two years, in which time I 
have applied it to cars of practi- 
cally every class. 


“It has always given me one 
hundred percent service, producing 
brakes that take hold quickly, and 
last longer than any other 
brake lining I have tried. Your 


MULTIBESTOS RELINING KIT 


has enabled me to do three relin- 
ing jobs in one hour and forty- 
five minutes. This was done dur- 
ing a week in which we made a 


Town Path Garage, Glen Cove,L.I. 


special drive on brake lining; and 
we had to work fast to keep our 
shop from being blocked. 


“I am very much pleased with 
your Service Station proposition, 
and have no idea of making any 
change.”’ 

RALPH A. CAVALIERI, Prop. 


Write us for full information regarding 
our special Multibestos Service Station 
Plan for garages, repair shops and service 
stations. It will increase your profits and 
local reputation for high class service. 


MULTIBESTOS COMPANY 
Dept. MA11, Walpole, Mass., U.S.A. 


NEW YORK DETROIT 
105 West 63rd Street 930 Taylor Avenue 


CHICAGO NASHVILLE 
1241 Michigan Ave. 1200 Broadway 


Export Office: 461 Eighth Avenue, New York 


MULTIBESTO 


THE BRAKE LINING 


with the Interlocking Weave 
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The New Stu 


VERY Studebaker car is manufactured complete by Studebaker—body 
and chassis. That explains why the new Studebaker Standard Six Sedan 

is so crisply different in style and beautiful lines from every other car on 
the market. . . . It is exclusively Studebaker. 
Plenty of room in the front compartment, wide opening doors, genuine 
mohair upholstery, unobstructed vision, perfect road balance and riding 
qualities. At its price the superlative performance of this new car is be- 


yond comparison. 


And this is only one of fifteen new Studebaker models on three dif- 
ferent chassis—fifteen sales and profit opportunities in three different 
markets explain the profitable business of Studebaker dealers. 


THE STUDEBAKER CORPORATION OF AMERICA, South Bend, Indiana 


See 
= 





STANDARD SIX 
113 in, W.B. 50 H.P. 


SPECIAL SIX 
120 in. W.B. 65 H.P. 


BIG SIX 
127 in. W.B. 75 H.P. 





5-Pass. Duplex-Phaeton $1145 

3-Pass. Duplex-Roadster . 1125 

3-Pass. Coupe-Roadster 

5-Pass. Coupe . 

5-Pass. Sedan .. . 

5-Pass. Berline .. . 
4-wheel brakes, 4 disc wheels, 

$60 extra 


a ee 


5-Pass. Duplex-Phaeton $1495 
3-Pass. Duplex-Roadster 1450 
4-Pass. Victoria . . . . 2050 
5-Pass. Sedan. . . . . 2150 
5-Pass. Berline . . . . 2225 


4-wheel brakes, 5 disc wheels, 
75 extra 


7-Pass. Duplex-Phaeton $1875 
5-Pass. Coupe 2650 
7-Pass. Sedan. .. . 2785 


7-Pass. Berline . . . . 2860 


4-wheel brakes, 5 disc wheels, 
$75 extra 


“ee ef @ 


(All prices f. o. b. factories, and subject to change without notice. ) 


debaker Standard Six Sedan 
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NASH 


Nash Leads the World in Motor Car Value 


Portraying the New 
Advanced Six 5-Pass. Touring 


With Special Nash “‘All-Seasons” Top 
and Glass Enclosures 


f. 0. b. Factory 
Glass Enclosures at Slight Extra Cost 


Nash Introduces New-Type Enclosed Car 
4 Glass Enclosed All-Seasons Models 


This step adds four models of ready salability 
to the Nash line of enclosed cars. 


They are splendidly built, permanent con- 
struction, “All-Seasons” Top models with gen- 
uine Glass Enclosures. 


They are not merely /ike fine Sedans, but are 
actually a new Sedan type of car—designed and 
built as a complete whole. 


And yet they are priced down to a point that 
parallels thelist on standard touring cars equipped 
with makeshift all-weather type tops. 


They multiply the volume of prospects for 
Nash dealers—and they assure the Nash dealer 
of immediate preference from the great army 


of buyers whose price restrictions have forced 
them to choose cheaper chassis enclosed cars. 


And they add powerfully to the profit possi- 
bilities of the Nash contract. A wire today 
about territory will bring prompt response. 


Prices and models are as follows: SPECIAL SIX 
Series: 5-Pass. Touring, $1095; Roadster, $1095; 
5-Pass. Sedan, $1295; Glass Enclosures for Tour- 
ing at slight extra cost; f.0. b. Milwaukee. AD- 
VANCED SIX Series: 5-Pass. Touring, $1375; 
7-Pass. Touring, $1525; Roadster, $1375; 5-Pass. 
Sedan, $1695; 4-Door Coupe, $2190; 7-Pass. 
Sedan, $2290; Glass Enclosures for 5-Pass. Tour- 
ing, 7-Pass. Touring, and Roadster, at slight 
extra cost; f.0.b. Kenosha. 


THE NASH MOTORS COMPANY, KENOSHA, WISCONSIN 
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40000 Miles With Ramcos 


wand Still Going S trong 





.. - accurately made of 
the best quality steel are 
offered to dealers desir- 
ingthem.RamcoCush: 
ion Inner Rings, how- 
ever, are recommended 
because they are de- 
signed and madefor the 
rae piston ring 
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The North End Cleaning and Dyeing Company thought that this 
car was ready for junking. But the Clarence Ilges Garage at 20th 
and East Prairie Ave., St. Louis, thought different. 


The car not only pumped oil but it had a slap that sounded like 


the tympani of a symphony orchestra playing Tschaikowsky’s 
“Marche Slav.” 


RAMCOS were installed. The pumping ceased entirely. The slap 
was permanently silenced. Forty thousand miles of additional ser- 
vice has been obtained from the truck under constant and trying 
service. It is working quietly and efficiently today. 


RAMCOS alone accomplish such results because they are made to 
piston ring size of finest Swedish steel under our own specifications. 
Their hair-like flexibility and heat resisting qualities account for 
their dominant success. 


MCco 








INNER RINGS 





REG. U.S. PAT. OFF, 


RAMSEY ACCESSORIES MANUFACTURING CORP., ST. LOUIS, M0. 
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In an age and at a time when motor car buyers are ad- 
mittedly critical and unresponsive—the success of Maxwell- 
Chrysler is one of the milestones in the development of an 
industry. 


And bear this in mind—people will never again go back to 
the relatively lesser standards of value and performance that 
prevailed before the advent of the new good Maxwell and 
the Chrysler Six. 


From every viewpoint, it is good business to take these two 
cars into consideration—either as powerful competitors or 
as your own means to profit and progress. Your territory 
may be open. Write or wire for details. 


All Maxwell and Chrysler dealers are in position to extend the con- 
venience of time-payments, on a plan that is attractive to the buyer. 


MAXWELL MOTOR SALES CORPORATION, DETROIT, MICHIGAN 


CHRYSLER MOTOR CORPORATION, DETROIT, MICHIGAN 
MAXWELL-CHRYSLER MOTOR COMPANY |OF CANADA, LTD. WINDSOR, ONT. 
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Let’s Use the New Road This Winter 
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PRACTICAL PROGRAM 


Profits Abound in the Sale of Cars, Acces- 
sories and Maintenance During the Cold 


Months for the Dealer Who Puts 
Forth an Organized Effort 





INTER does not 
have the same ter- 
ror for most deal- 
ers as it did years 
ago and outside of 
those sections of 
the country where 
deep snows abound 
for weeks at a time, business is car- 
ried on pretty much the same in 
winter as in summer. 

There are dealers who make winter 
incidental to their business, while 
with others winter is a serious fac- 
tor, something to think and wonder 
about as to the manner of tiding over 
until the busy spring season. 

It is certain that the job of tiding 
over during the winter months in the 
northern part of the United States is 
quite different from that south of the 
Mason and Dixon line and yet, each 
year we see more and more use of 
motor vehicles in winter in those sec- 
tions of the country where cars for- 
merly were stored five months out of 
the year. 

Improved highways, better motor 
vehicles, snow removal activities and 
better dealers generally have insured 
a more abundant use of cars and 
trucks the year ’round and so, the 
problem to keep the automotive shop 
and dealer establishment busy is not 
quite so keen as in former years. 

The dealers who have made winter 
incidental to their business are those 
who in the past have worked on a 
pretty well defined program. Instead 
of waiting for business to come in, 
they go after it, go after it early 
enough to insure a more or less steady 
volume of work for the shop during 
the cold months. They study their 
list of prospects for new cars, they ad- 
vertise their shop facilities and they 
do not overlook the possibilities of 
tractor and farm engine work, nor 
yet the marine engine, should they 
chance to be located near a lake. 


Brakes Must Hold on Slippery Roads 

In getting together a program for 
winter service bear in mind that cer- 
tain things have to be done to cars to 
make them ready for the rigors of 
cold weather and snow. Cars must 
ke made more comfortable, meaning 
that heaters, curtains, winter inclos- 
ures and so on must be considered. 
Engines start hard in cold weather 





By B. M. 


and to that end primers offer a recief. 
This means the installation of such 
devices can be gone after. 

Brakes must hold on slippery roads; 
the lubrication system must function 
properly and summer conditions must 
at least be approximated under the 
hood of all cars operating when the 
thermometer gets around zero. Main- 
tenance of these vehicles is just as im- 
portant or even more so in winter 
than summer. Lubricant congeals in 
cold weather and, therefore, some 
parts may not get proper lubrication 
unless provision has been made for it. 

All the work cited above is but a 
part of the possible work which the 














alert dealer and shop goes after. It 
is possible to divide the winter pro- 
gram into three divisions as follows: 
1—Promotional effort 
2—Keeping the shop busy 
38—Preparing cars for cold weather 
Promotional effort means going 
after new business or further exploi- 
tation of present facilities. It means 
the automotive dealer will check his 
lists of prospects, new and old, for 
both sales and maintenance. The 
customer can be held in line for the 


IKERT 


sale of a new car in spring. His in- 
terest can be sustained by a little ef- 
fort put forth now in the way of keep- 
ing his car in proper condition and 
this will not only insure additional 
work in the shop, but sell him on the 
desire of the institution to do good 
business. 
Radio Opens Big Field 

Mechanics offer good possibilities as 
maintenance salesmen. The mechanics 
who come into contact with customers’ 
cars often know the exact condition 
of such cars and by a little training 
in salesmanship these mechanics can 
go out and sell winter overhaul jobs 
on a commission basis. 

Then there is the Christmas season 
to get ready for. The giving season 
always affords opportunity to the 
alert automotive dealer. Remember 
that about 95 per cent of the people 
are interested in motor cars and gifts 
for the car always are appropriate 
and a source of profit for the dealer. 

Radio has opened up a big field for 
the automotive dealer. It is some- 
thing to sell when heavy snowfalls 
hinder car sales and the very nature 
of radio apparatus fits right in line 
with the electrical end of the motor 
car business. The good merchant al- 
ways seeks a diversified stock to be 
pushed at certain seasons of the year. 

There are many things which can 
be done to keep the shop busy during 
the winter months. Of course, there 
always is a variety of work which can 
be done by the mechanics and which 
will better the shop conditions, but 
such work does not pay the mechanics’ 
wages. It is an excellent plan to make 
the much needed alterations in the 
shop during winter, but at the same 
time there must be enough volume of 
other work to pay the overhead. 


Marine Engines Offer Opportunity 
Those who plan a practical winter 
program will see to it that the farm- 
ers of their communities are can- 


vassed for overhaul jobs on cars, 
trucks and tractors. This work 
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This Issue Contains 


A winter service program applicable to the small and large establish- 
ment. There is promotional work to be done to get work in the shop; 
winter is the season for heaters, primers, glass enclosures. It is the 
time to make the much needed alterations in shop or salesroom. 

An article which tells the dealer how to take stock of his customers. 
Many will want to keep their cars until spring and the right effort put 
forth now will hold these customers in line for future sales. 

Some timely suggestions for putting used cars in condition where they 
can be sold at a profit. The present day winter-top, curtain enclosures, 
new paint processes and countless other things give to the used car a 
new chance. 

A story dealing with radio equipment. The selling of such equipment 
is right in line with the dealer’s accessory business. 

Several excellent points about making your place of business more 
comfortable. Too often the shop is cold and mechanics cannot do a 
good job under such conditions. This article discusses heating, ventila- 
tion, etc. 

Something about the bills which will come before the legislative 
bodies and which the dealer must know about. 

Several articles on shop practices, taking in the fitting of balloon tire 
wheels, repairing of radiators, how to build a tow car and service truck 
and a comprehensive article on adjusting, refitting and installing engine 
bearings. | 

Sales letter suggestions. The right kind of letters with the right kind 
of appeal often will bring additional work in the shop. Whether you 
are trying to sell cars or repair work, a well written letter is a good 
silent salesman. 

Several maintenance data sheets which are especially useful at this 
season of the year. They include a chart for ascertaining the correct 
amount of alchohol to use at varying temperatures; clutch disk sizes; 
exhaust pipe diameters; starter ring gear sizes and factory rocommenda- 


tions and stock oversizes on pistons and piston pins. 


should be gotten into the shop before 
the roads are impassable due to snow. 
The service car or towing truck on a 
day’s trip through the country and 
in charge of one or two good sales- 
men—mechanics can round up enough 
work to keep the shop going a week. 














It has been done by other dealers and 
certainly is worth trying. 

The used cars in the shop can be 
gone after and put into condition for 
spring. No one likes to take a chance 
on buying a car “as is,” but when the 
dealer can stand behind a rebuilt used 
car and guarantee the mechanical 
condition, a sale is vastly more cer- 
tain. 

Don’t overlook the chances of 
working on marine engines, if you 
live near a lake or series of lakes. 
There are no such things as marine 
service stations as yet and why should 
not the automotive shop be the one 
to recondition and service marine en- 
gines? This work usually does not 
have to be rushed and is just the 
thing for fill-in jobs. Many dealers 
in such states as Wisconsin, Minne- 
sota and Michigan, where lakes 
abound, cash in on marine engine 
work. 

Use the winter season for building 
next year’s tow car. It keeps the 
men busy. Also, there is afforded a 
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chance to build a new bench, shelves, 
rearrange the equipment and do the 
hundred and one things which last 
summer you swore up and down you 
would do the first chance that came 
along. 

So long as we operate motor cars in 
cold weather there will always be on 
hand the necessary work of preparing 
cars for the different conditions im- 
posed by cold temperatures and other 
things. Winter enclosures, heaters, 
primers, and so on, are things which 
can be sold and installed. The cooling 
system of cars must be gone over for 
leaks before anti-freeze solutions are 
used. In fact, it is a good plan to get 
up some sort of flat rate schedule 
covering the inspection of a car pre- 
paratory to winter conditioning and 
this work can take in all the usual 
operations of relining and adjusting 
brakes, checking the electric system, 
draining and refilling transmissions, 
rear axles, etc., with proper lubricants 
for winter, lining up wheels, repairing 
tops and curtains, painting, etc. 

The articles which follow go into 
detail concerning most of the points 
mentioned in preceding paragraphs 
and while it is not likely that every 
shop or dealer institution will follow 
them out to the letter, we feel the 
articles whether followed out wholly 
or in part offer the basis for a prac- 
tical winter program that will aid 
materially in taking the former slump 
out of winter work. As long as peo- 
ple can be encouraged to use their cars 
the year ’round there will be profits 
for those who sell cars, accessories 
and maintenance. 
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Take Stock of Your Customers 


HEN Uncle Sam recently opened 
W » his book and revealed to the 

world the amount of income tax 
pand by every citizen so fortunate (or 
unfortunate) as to fall within the scope 
of the International Revenue Act he pro- 
vided the key that may solve for many a 
merchant the question, “How much of my 
merchandise should Mr. So-and-So be 
able to buy and pay for?” 

The widespread interest in the income (WII 
tax lists was not limited the curious . 
gossiping neighbor or jealous rival who 
wanted to obtain the “low down” on the 
other fellow. From the moment that the 
books were thrown open to public in- 
spection there were merchants and sales- 
men who realized that in the maze of 
figures was inofrmation that was invalu- 
able to them in their efforts to sell goods. 

But this is only an icident which shows 
the possibilities open to the automobile 
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A Winter Service Job That 
Is Conveniently Done 
and Highly 
Profitable 


By SAM SHELTON 
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dealer or maintenance man who wants 

to check up on the potential market for his goods in his logical 
trade territory. Every good merchant takes a complete inven- 
tory at certain times to make absolutely sure of how he stands 
in the marketing and stocking of his merchandise. It is equally 
important that he should take stock of his customers and thus 
determine with reasonable accuracy the possibilities that lie 
before him for further sales. 

The winter is the ideal time to take this inventory of potential 
customers and a wonderful thing about such an inventory is 
the fact that it often reveals a much larger market than the 
dealer ever dreamed awaited him. But if it does nothing else 
it provides a definite state of facts upon which it is possible to 
plan an intensive sales campaign for the months that follow. 


Study Market Possibilities 


But of course the dealer should not consider such an inven- 
tory of customers as 100 per cent indicative of the sales possi- 
bilities in his territory. It is inevitable that no matter what 
method he uses to check up his customers he is likely to fail 
to list several or many who in the course of the succeeding 
months will be in the market with substantial sums of money. 
It is important, therefore, that the dealer who has minutely 
taken stock of his customers should not complacently believe 
that he holds within his hand the name of every possible cus- 
tomer for his merchandise. He should always be observingly 
alert to discover, by whatever signs that manifest themselves, 
the unsuspected individual not only has money but is quietly 
looking around for a place to spend it. 

What constitutes taking stock of your customers? We will 
answer by listing some of the information that the automotive 
merchant should have in detail on index cards or otherwise 
about the market possibilities of his territory. 

1. A list of all owners of the car he sells and the year or 
model of the car. 

2. Similar list of owners of cars in price classes near that 
of his car. 

3. Names of professional men and women, including school 
teachers, and approximate number of years they have been 
engaged in active practice. 

4. Business concerns classified by character and years in 
business, with names of executives. 

5. List of families enjoying multiple incomes. 

6. List of farmers who own their land free of mortgage or 
have liquid assets offsetting incumbrance. 

7. List of skilled workers who enjoy high wage scales. 
This complete information should be possessed by the mer- 


chant who is engaged in the sale of auto- 
mobiles, accessories and supplies, and 
maintenance service. The merchant who 
does not have a new car agency, but who 
sells supplies and accessories, and does 
a general repair business can make use 
of this same information, except that he 
should have a list of all the cars of what- 
ever make owned in his territory, and 
he should revise this list just as fast as 
new car owners appear. 


Get Car Owner Lists 


There are many methods of getting 
this information One is by house to 


"ny 
mow 


Ii 


is small and fairly compact this may 
prove to be the cheapest method. But 
in large and extensive territories it will 
not work so well, although it may be 
" used to supplement other methods. 
SSS se, The list of car owners always can be 
obtained from the department of the 
State Government having charge of motor vehicle registration. 
Usually it is the office of the Secretary of State. In some 
states the list is published annually for the entire state and 
distributed for a certain fee. In other states lists have to be 
compiled by those desiring them from the records in the office 
of the department. There are a number of companies engaged 
commercially in the compilation and sale of such lists. 


City and Telephone Directories Valuable Aids 


The city directory or the telephone directory usually will 
provide the list of professional workers. In rural communities 
names of teachers may be obtained from the county or district 
superintendent of schools. Some personal inquiry usually will 
be necessary to determine years of service. Business concerns 
are easily listed, but personal inquiry may be necessary to 
obtain names of executives. 

In every community there are families that enjoy multiple 
incomes. That is, two or more members of the family may be 
regularly earning money and it is among such families that 
any automobiles are sold, although it is apparent that the head 
of the family alone is not able to afford the purchase. There is 
no certain method of getting this information, but canvassing, 
inquiry and observation may bring some results. The income 
tax records previously mentioned will tell a lot along this line. 

In these days of rural mail delivery it is fairly easy to list 
the farmers in a given territory, but more difficult to classify 
them. In particular cases county records will reveal whether 
or not a farm is mortgaged and if so the amount. Crop produc- 
tion and price are important factors to consider when survey- 
ing the farm market. 


3 mT house canvassing, and where the territory 
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Obtain Lists of Union Members 


In communities where skilled labor is organized into unions 
the merchant usually can make some arrangement to obtain 
a list of the members. Many skilled workers, especially in the 
building trades, have been earning in recent years incomes that 
make a lot of white-collar jobs look sick, These workers are 
good spenders and automobiles and automotive supplies are 
among the things they desire. 

Here we have briefly outlined the possibilities of “Taking 
Stock of Your Customers.” It is a convenient and profitable 
Winter Service job. 
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GUY HA? TO 
KE, A LIVING, 





DONT HE “s 


BY DAN 


HENEVER it comes fall and the 

tourists stop touring it makes 

me feel sad cuz i no there aint 
going to be no exitment till nex spring 
unless a guy makes it hisself and they 
is going to be a lot of long winter 
eavenings without no joy rides or nothin. 
Jest now tho it certainly is swell out and 
not being so vary bizzy a fellow can en- 
joy life. 

Frosty air and bright moonlight shure 
is great but they has a bad effec on a 
guy making him want to get married. But 
here i been saving up to go in bizness 
for a year, Me and Art has, and if i was 
to go and get married now he would have 
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a fit him not being much of a hand for 
girls. 

Wats worrying me most is whether the 
boss is going to go in for winter survise 
this year or not. He done fine last year 
but if he dont keep me bizzy its me for 
some work of my own. I got a swell lot 
of fellows that will let me overhaul their 
buggies while they aint using them much 
but if i start doing that the boss will ty 
the can to me and im not shure whether 
i can make good. 

A fellow can always go out and get 
enuff work to keep bizzy for a while but 
the rub comes when all his friend jobs 
is done and he had to depend on new 
customers and his overhead keeps going 
rite along as if nothing hadent hapened. 
Besides that a lot of guys which has been 
getting about 30 bucks a week and their 
boss has been charging $1 an hour for 
their time thinks they can go in for their 
Selves and keep bizzy by cutting prices 
them doing work for 50 sents or 70 sents 


an hour and figuring that they would 
maik 40 or 50 bucks a week and get ritch 
in ashort time. First thing they no some 
burd stings them for $50 bucks or so be- 
cuz he aint got no mony and then where 
is their salery for that weak and their 
rent and light and everything that they 
half to by and cant git out of paying for. 

Art says he’s going down to Florida for 
the winter but gosh itel take all he can 
save to pay his fare down there and back 
and wile he can make big wages i dont 
think much of it on account of the ex- 
pense but then I got my girl to think 
about and he aint and that makes a dif- 
ference with the way a guy thinks and 
he has saved more than me anyway so i 
got no holler. 


Hard on the Boss 


What i want Art to do is to stay with 
the boss and if the boss goes in for 
winter survice all right ile stay and help 
him too, but you bet i aint going to 
boost his game like i done last year. If 
i go out huseling for bizness this year 
its going to be for Dan unless i get a 
comishun. But you see if Art stais here 
then i can take a little vacashun when 
work lets up and the boss will be glad 
to be rid of me, him not caring about 
whether i work or not until he finds i 
am working for myself. Then if he 
throws a fit all i got to say is “i half to 
make a living dont i?” and he aint got 
no comeback him not keeping Art bizzy 
as it is unless as i sais before he goes 
after bizness. 

It dont seem jest right to treat the boss 
that way but holy smoke a guy cant loaf 
around all winter when they is a bunch 
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of work around town wanting to be done 
if a guy has pep enuf to go after it. 

According to my way of thinking they 
is more work in the winter than they 
is in the summer if you can convince the 
customer of it. Just remind them if it 
isent better to have the old buss step 
out in the spring soft and purring like 
a big tiger cat than to go clattering down 
the street like a billy goat on a wooden 
sidewalk. And not only that but a fellow 
has got to have about so much work done 
and if he dont get it done in the winter 
when he dont use the car very much then 
itel half to be done when the wether is 
fine, thats all. 


The Landlady to the Rescue 


Then theres another angle a guy that 
does his own work aint got no warm 
place to work in the winter and if you 
no who them fellows is about all he needs 
is a suggestion cuz he is the guy that 
hates to let his buss go when it needs 
fixing. 

My landlady has a double garage with 
a good floor and i can make it fine and 
cozy and she aint getting any rent for 
it now so i can get it cheap. 

Anyhow thats the way i got it doped 
out. I jest got to make some mony this 
season on winter survis and if the boss 
dont come across with the bizness itel 
be Daniel for himself and you can bet 
jm going to show some of these burds 
up when it comes to cashing in. 
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The ‘“Top Overhaul” as a Factor 


in Maintenance 


Has Nothing to Do With the Top of the Car, But Includes Preventive Opera- 
tions Which Save Costly Repair—Easily 
Sold in Winter 


By PAUL DUMAS 


Army or in the Air Mail Service where it was used to 
designate repair work done on an engine that was still in 
running condition at the time of execution of the repair job. 
In other words, it was used as the proverbial “Stitch in time.” 


Aviation engines are watched during flight and note made of 
the readings of the oil pressure gauge, air pressure gauge, am- 
meter, and the tachometer. These readings, together with a 
notation of the number of hours that the engine has been operated 
since its last overhaul, are then recorded in the log book which 
goes with every engine. This log book record gives the pilot and 
mechanical personnel, a very accurate idea of the condition of 
the engine and enables them to determine when it should be 
removed for either a “top” or a thorough overhaul. The word 
“top” means that kind of a repair job that is applied mainly to 
the upper portion of the engine but embraces all parts of the 
engine except the bearings which on aviation engines, are not 
adjustable, and which therefore, are not touched in the “top” 
overhaul. 


T HE term “TOP OVERHAUL” probably originated in the 


Preventive Maintenance Has Place 


By applying a top overhaul to the engine before it becomes 
badly worn, its useful life is considerably lengthened and the 
embarrassment incident to a forced landing from a broken 
down engine is practically eliminated. Preventive maintenance 
as exemplified in the top overhaul has been one of the biggest 
factors in making long cross country flights so consistently 
successful. 


If there is a place for the preventive maintenance idea in 
aviation, there is no good reason why the same system cannot 
be applied to the automobile maintenance business, especially 
during the winter season when the shop is not being rushed 
with work. 


In order to put over any such program, it will be necessary 
for the individual dealer to convince the owner that preventive 
maintenance is designed for his benefit, and not entirely as a 
money making scheme for the man selling the service. This 
means that the repair shop organization must secure the own- 
e1’s confidence. It is also necessary that the organization be 
equipped to carry through the necessary diagnosis, tests, and 
repairs necessary, 


run” is one of the reasons behind the apparently high price 
of motor vehicle maintenance. It explains why the repair ex- 
penses for the first year of usage are negligible but at the 
end of three years all out of proportion to the market value of 
the same Car. 

One way to secure owner’s confidence in the Top Overhaul 
plan, is to point out the customs in other lines of maintenance 
endeavor. In the dental and medical fields there are definite 
standards such as the number of heart beats per minute, and 
the temperature, which determine the degree of fitness of the 
human body. The wise man has his teeth looked after at regu- 
lar intervals regardless of whether or not he has a toothache 
at the time. The yearly physical examination is becoming a 
factor in the lives of all busy men. All of these are analogous 
to the aviation engine that is removed for a top overhaul when 
its revolutions as shown on the tachometer are not up to the 
original standard as recorded in the log book. 

The arguments found in these other lines of maintenance are 
that if it costs less to treat bronchitis than it does to treat 
and cure the disease after it has turned into tuberculosis, if it 
costs less to fill a tooth than to crown it, or if it costs less to 
paint a house at regular intervals rather than wait until decay 
has set in, then there is logic in the idea of preventive auto- 
mobile maintenance. 

Pointing out the examples of preventive maintenance exer- 
cised in other lines, is just half the job of selling a top overhaul 
job to the car owner. After selling the idea the owner in order 
to be convinced of the good faith of the dealer will want to 
know how much the job will cost and what work will be done 
for the price quoted. This is a natural question because he 
knows that the dentist, the doctor, and the painter, sell their 
jobs at a price that is quoted before the work is actually com- 
pleted, A Flat Rate that will cover the items of Top Overhaul 
is the answer. 

To aid the dealer in selling the Top Overhaul idea Motor Ace 
has compiled a small Top Overhaul price schedule and a Repair 
Shop Standards Chart which are printed as an insert, accom- 
panying this article. 


How to Use the Information 


The top overhaul as applied to the motor vehicle is that 
repair work that can be exe- 





The top overhaul of avia- 
tion engines as we have seen, 


cuted without removing the en- 
gine from the frame. It is 





is not haphazard affair, but is 
a system based on an exact 
knowledge of the effects of 
neglect and the financial bene- 
fits of preventive repairs, set 
down in definite and under- 
standable records. Unfortu- 
nately, in the automobile busi- 
ness few such records are 
available and the high purpose 
of most owners is to drive the 
car until it is in such bad 
shape that only an expensive 
and extensive repair job will 
bring it back to its original 
standard of performance and 
appearance. The direct result 
of the owner’s attitude of 
“drive her as long as she'll 





THE “TOP OVERHAUL” IS A STITCH IN TIME 


HEN a “Top” Overhaul job is applied to an aviation en 

gine, the cylinders, piston assemblies, and oil pan are 
removed. This allows a thorough inspection of the internal 
parts of the engine which are checked for wear against a 
tolerance sheet made up for the particular engine. The 
tolerance sheet determines whether or not a part is in fit con- 
dition to be retained, whether it can be profitably repaired, or 
whether it should be replaced by a new one. This gives a 
definite standard of engine condition which is something that 
is badly needed in the maintenance of motor vehicles. 


The price schedule printed as an insert with this article 
gives a list of the likely operations that are required for a 
“top” overhaul of the motor vehicle. It is a guide to be used 
when selling the “Top” Overhaul. 


The Repair Standards chart which also forms a part of the 
insert is a guide designed primarily for use during the actual 
EXECUTION of a “Top” Overhaul. It can and should be 
— all minor and major repair work on the average auto- 
mobile. - 








intended to cover those adjust- 
ments and minor repairs that 
can be easily accomplished but 
which if neglected would lead 
to expensive repairs and parts 
replacements later on. It is 
similar to filling a tooth before 
it becomes so badly decayed 
that it must be extracted or 
crowned. Due to the differ- 
ence in construction between 
the airplane and the automo- 
bile the Top Overhaul on the 
motor vehicles must be flexible 
within a wide range. If the 
reader will turn to the brown 
paper insert accompanying this 
article, he will see a typical 
grouping of motor vehicles top 
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A thorough internal inspection which is the basis of the Top Overhaul can be accomplished without removing engine from the frame 
by disconnecting the assemblies indicated above. 


overhaul operations with the prices for the various stages. 

In the procedure that would be used in the top overhaul sys- 
tem, it is assumed that the dealer has shown his prospective 
customer the list of jobs that will be executed. He can do this 
either by displaying the price sheet or by sending out a letter 
containing the information listed in the price sheet. 

If the owner responds to the proposition he should then be 
instructed to bring his car to the shop on a certain date. When 
the car arrives the tester or shop foreman is put in touch with 
him. The owner accompanies the tester who puts the car 
through a road and floor test which is given free of charge. 
This test should cover the following points which should be 
checked as they are tested and then recorded on a piece of 
paper, 

a—Oil pressure gage reading. 

b—-Ammeter reading. 

c—Test clutch by applying emergency and foot brake. 

d—tTest brakes for holding ability and grabbing. 

e—Test car for ability to throttle on high. 

f—Test acceleration, 10 to 25 miles in 18 seconds. 

g—Test car in low, second and high for transmission and 
axle noises. 

h—Test car for even running at all speeds. 

i—Observe rattles and squeaks. 

j—Observe action of steering gear for ease and backlash. 

k—Observe noise in engine if any. 

1—Try compression with gauge. 

A still better method of securing test data is to use a regular 
inspection report as shown at Fig. 1, as this can be easily filed 
and used for future reference. 


The car owner can see for himself the performance of the 
vehicle and will thus know that the notations made by the 
tester are truthful. If the car passes all the tests successfully 
and is up to within 5 per cent of new car standards of per- 
formance, it is turned back to the owner without charge. 


Quite often, however, the road and floor test will show that 
the car is in pretty good general shape but just not up to the 
highest standard of condition as regards performance. The 
engine or chassis may be a trifle noisy or the gas and oil con- 
sumption above normal. In other words, the car is in need of 
the mechanical stitch in time and the Top Overhaul is just that. 


The price and operations listed under Minimum Top Overhaul 
assume that the vehicle has traveled 15,000 miles or more, has 





had average care and that no major repair work has been done 
on it during that time. The Minimum Top Overhaul is de- 
signed especially to cover passenger cars of all price classes 
and the dealer can conscientiously recommend the execution of 
the operations covered by it. 

The repair jobs listed on the Top Overhaul price list as 
operations No, 1, 2, 3, etce., are the likely work that will be 
necessary to recondition to 95 per cent efficiency the cars that 
have traveled a greater distance or that have not had the best 
of care. 

To further the Top Overhaul idea the various operations are 
priced is two ways, viz., the price of the operation when sold 
in conjunction with the MINIMUM Top Overbaul and the price 
if sold as a separate individual operation. The car owner 
should be informed of the savings possible by showing him the 
price chart as arranged. 


Use Repair Standards Chart 


The tolerance or repair standards portion of the insert is a 
graphic presentation of some sort of uniform standards for 
determining the condition of a motor vehicle. Next to neglect 
on the part of the car owner the next greatest factor in making 
maintenance prices too high is the lack of tangible working 
standards for the repair shop. It is a known fact that many 
vehicle parts are replaced long before they are really worn out, 
but there is the opposite and also expensive tendency to allow 
other parts to run too long before repairing or replacing them. 
In one case extra expense is brought about by excessive parts 
purchases and in the other by excessive labor charges. 


The Repair Standards chart should be used on all repair work 
as it is intended to cover practically all of the parts or units 
that go to make up the average motor vehicle. It is to be un- 
derstood that it does not give the exact directions for disas- 
sembling the various units, but is to be used after the parts 
are disassembled to check them for the exact condition of 
wear. When the parts are checked against the Repair Standard 
sheet, it will enable the mechanic to explain certain symptoms 
that the engine or vehicle has been subject to. 


Take, for instance, the symptoms often encountered where the 
oil pressure gage in a pressure lubricated engine does not show 
the normal reading. This condition can be caused by either 
loose main or crankshaft bearings, wear in the pump, leakage 
in the oil line or improper oil. Now by using the repair 
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An Inspection Report form that could be used in connection with 


the Top Overhaul 


standards chart the mechanic can determine just which one of 
these causes have contributed to produce the symptom. The 
same can be said of the other parts and units of the car, in- 
cluding the rear axle, on which very little data has been avail- 


November 6, 1924 


able in the past. In the case of the limits set on compression 
readings, as shown on an ordinary gage, the mechanic should 
bear in mind that when making this test the engine should be 
turned at a constant speed and at the same speed for each 
cylinder being tested, otherwise the reading on the gage will 
not be uniform. At the time of testing the throttle should be 
held either opened or closed the same amount for each cylinder 
being tested. : 

The limits given on the repair standards chart for radial or 
diametral clearance between piston and cylinder applies to the 
general run of cars. In cases where special makes or con- 
structions of pistons are used, especially of the alloy type, it 
will be necessary to alter these figures slightly and our recom- 
mendation where there is any doubt regarding the accuracy of 
the figures given is that the mechanic secure the recommenda- 
tion of the piston manufacturer. This statement is made be- 
cause of the fact that one or two makes of aluminum alloy 
pistons using special construction are installed with less clear- 
ance than the regular cast iron or semi-steel pistons. 


Although the repair standards sheet is designed primarily as 
a guide for the repair shop, it can also function as an effective 
piece of ammunition to convince the owner of the honesty of 
the maintenance dealer. Quite often owners suspect that parts 
are replaced that could have run for a longer time and as the 
mechanic or dealer has nothing definite on which to base his 
reason for replacing certain parts, the repair standards chart 
comes in handy. As a suggestion we would advise that the 
dealer show and explain to owners the meaning of the various 
data contained on the repair standards chart before he does 
any work on the prospect’s car. This will have the same good 
owner effect as a flat rate price, in that it does forewarn the 
owner that certain conditions may exist which will require 
parts replacement or extensive hand fitting in order to bring 
such parts within the standards recommended on the chart. 

In conclusion, regarding the repair standards chart, it should 
be borne in mind that the limits given are based on the average 
construction and that in some few cases there will be excep- 
tions on which the chart cannot be accurately applied. The 
dealer engaged in the maintenance of one certain make of 
vehicle can obtain repair standards data in many cases from 
his own car manufacturer but where such information is not 
available the Motor AGE repair standards chart is offered as 
the next best thing. 








Bureau of Standards Makes Public Results of Traffic Signal Light Color Tests 





WASHINGTON, Oct. 29.—Tests, being 
made by the U. S. Bureau of Standards, 


which will include the use of colored 
lights on highway vehicles, along high- 


as a part of the program of standardiza- 
tion of colors for traffic signals have just 
been completed and their results made 
public by the Bureau which is conducting 
the work in cooperation with the Amer- 
ican Automobile Association, the Amer- 
ican Association of State Highway Offi- 
cials, American Engineering Standards 
Committee, and the National Safety 
Council. 

The outstanding observation of the 
Bureau is that red signal lights are most 
easily distinguished from other colors at 
a distance and require the lowest light 
intensity for unmistakable recognition. 
Green signals come second on the list. 
For street traffic a yellow green is con- 
sidered preferable to the blue green used 
on railroads. Blue ranks third on the 
list, but was found to require the highest 
intensity. 

Several thousand observations were 
made at distances of 600, 900, and 1,250 
feet, using different observers. They 
were made under daylight conditions, 
under which the identification of colored 
lights is most difficult. On the average, 
a red light of 75 candlepower could be 
identified at 600 feet, while a green light 


Wage Safety War With 


Slogans 

COLUMBUS, 0., Nov. 3—The 
state highway department is using 
a number of safety first slogans in 
an effort to reduce motor accidents. 

Here are some of them: 

Don’t try to scare locomotives 
with your horn. 

A road hog roots up macadam 
with his nose. 

Our roads are wide and smooth, 
but some drivers are narrow and 
rough. 

Death is so permanent—take a 
moment or two at those dangerous 
railroad crossings. 

A reckless driver is a criminal. 

The three “H’s,” “Hooch, Hug- 
ging, Haste,” cause seventy-five 
per cent of the motor accidents. 











had to be of 250 candlepower, a yellow 
750 and a blue light 1,000. 

A committee composed of members of 
the organizations named has_ been 
formed which is now working on a code 
for colors of traffic signals for highways, 


ways and at highway crossings of steam 
and electric railways; the coordinated 
relation of color, form, position, and 
number of signals; and their relation to 
systems of flashing moving or other 
lights, and methods of specifying or de- 
fining colors for signal purposes. 


WARN AGAINST MONOXIDE 

WASHINGTON Oct. 28.—The annual 
warning against monoxide poisoning in 
small garages, for automobile workers, 
has been issued by the United States Pub- 
lic Health Service which points out that 
the annual toll of victims of monoxide 
poisoning is growing greater each year. 


Tests made by the Service show that a 
23 horsepower engine, running in a small 
closed garage, will poison the air to 4 
danger point in three minutes, causing 
insensibility in four minutes and death in 
six minutes. The tests show that a 23 
horsepower engine discharges approxi- 
mately 25 cubic feet of gas per minute, 
samples of which gave an average of 6 
per cent carbon monoxide, or 1.5 cubic 
feet of deadly carbon monoxide gas per 
minute. 








